
379

General Services Administration 515.805–5

TABLE 515–1.—INSTRUCTIONS FOR COMMERCIAL SALES PRACTICES FORMAT

If you responded ‘‘YES’’ to question (3), on the COMMERCIAL SALES PRACTICES FORMAT, complete
the chart for the customer(s) who receive your best discount. If you responded ‘‘NO’’ to question (3), com-
plete the chart for all customers or customer categories to whom you sell at a discount which equals or ex-
ceeds the discount(s) offered to the Government under this solicitation or with which the Offeror has a cur-
rent agreement to sell at a discount which equals or exceeds the discount(s) offered under this solicitation.
Such agreement shall be in effect on the date the offer is submitted or contain an effective date during the
proposed multiple award schedule contract period. The Offeror shall also disclose any changes to discount(s)
and discount policies which occur after the offer is submitted, but before the close of negotiations. If the
Offeror’s discount practices vary by model or product line, the discount information should be by model or
product line as appropriate. The offeror may limit the number of models or product lines reported to those
which in total anticipated sales exceed 75% of the estimated value of the special item number (SIN).

Column 1—Identify the applicable customer or category or customer. A ‘‘customer is any entity, except the
Federal Government, which acquires supplies or services from the Offeror. The term customer includes,
but is not limited to original equipment manufacturers, value added resellers, state and local governments,
distributors, educational institutions (an elementary, junior high, or degree granting school which maintains
regular faculty and established curriculum and an organized body of students), dealers, national accounts,
and end users. In any instance where the Offeror is asked to disclose information for a customer, the
Offeror may disclose information by category or customer if the offeror’s discount policies are the same for
all customers in the category. (Use a separate line for each customer or category of customer.)
Column 2—Identify the discount. The term ‘‘discount’’ is as defined in solicitation provision 552.212–70
Preparation of Offer (Multiple Award Schedule). Indicate the best discount at which the Offeror customarily
or repetitively sells to the customer or category of customer identified in column 1, without regard to quan-
tity; terms and conditions of the agreements under which the discounts are given, and whether they are
written or oral. Net prices or discounts off of other price lists should be expressed as percentage discounts
from the price list which is the basis for your offer. If the price lists which are the basis of the discounts
given to the customers identified in the chart are different than the price list submitted upon which your
offer is based, identify the type of title and date of each price list. The contracting officer may require sub-
mission of these price lists. To expedite evaluation, offerors may provide these price lists at the time of
submission.
Pricing information need be provided only on customary or repetitive sales. Information need not include
erratic, ad hoc discounting; however, the existence of such discounting shall be disclosed. This disclosure
should include a discussion of ad hoc discounting practices, including the types of circumstances when ad
hoc discounts are given and the frequency of occurrence: i.e., a statement ‘‘the ad hoc sales do not ex-
ceed $lll per year’’ or ‘‘the ad hoc sales do not exceed lll% of total sales.’’ To be considered ‘‘ad
hoc discounting’’ the practice shall not: (a) represent a significant pricing practice: that is, accounting for
more than a marginal portion of the total commercial sales; (b) establish a preferred customer: e.g., dis-
counts to state and local governments, or repetitive discounts received by a single customer; (c) include
other than low value, extraordinary price reductions due to unique situations.
Column 3—Identify the quantity or volume of sales. Insert the minimum quantity or sales volume which the
identified customer or category of customer must either purchase/order, per order or within a specified pe-
riod, to earn the discount. Specify the period of relevant sales accumulation.
Column 4—Indicate the FOB delivery term for each identified customer. (See FAR 47.3 for an explanation

of FOB delivery terms.)
Column 5—Indicate additional discounts or concessions regardless of quantity granted to the identified
customer or category of customer. The additional discounts may include per order quantity discount; aggre-
gate discount, prompt payment discount. Concessions are defined in solicitation provision 552.212–70
Preparation of Offers (Multiple Award Schedule). If the space provided is inadequate, the disclosure should
be made on a separate sheet by reference.

(d) The contracting officer shall in-
sert the clause at 48 CFR 552.215–72,
Price Adjustment for Incomplete, Not
Current or Inaccurate Information
Other Than Cost or Pricing Data, in so-
licitations and contracts to be awarded
under the multiple award schedule pro-
gram.

[61 FR 6167, Feb. 16, 1996; 61 FR 10846, Mar. 15,
1996; 61 FR 14033, Mar. 29, 1996]

515.805 Proposal analysis.

515.805–5 Field pricing support.

(a) ‘‘Field pricing support’’ is pro-
vided by the Assistant Inspector Gen-
eral-Auditing, or the Regional Inspec-
tor General-Auditing, as appropriate.

(b) When applying the threshold at
FAR 15.805–5 for requesting field pric-
ing support, the value of the proposal

VerDate 27-NOV-96 13:08 Jan 03, 1997 Jkt 167191 PO 00000 Frm 00379 Fmt 8010 Sfmt 8010 E:\CFR\167191.172 167191


		Superintendent of Documents
	2010-10-28T22:38:49-0400
	US GPO, Washington, DC 20401
	Superintendent of Documents
	GPO attests that this document has not been altered since it was disseminated by GPO




